By using Bayesian network and Belief propagation, we made relationship clear between layout of display cabinets and purchase behavior in mass-market discounter of medium scale shop, selling childhood product after observing customers' behaviors. Probability that customers pass around entrances several times and at the far wall of shop more than once is higher than pass center of it (customers walk along walls instead of watching center shelves). Then, though customers who buy clothes walk only in front of clothes' shelves, customers who buy big commodities walk around widely in shop and pass through front of same shelves several times.

